Notes: This table reports summary statistics for the sample studied in this paper. In 2010, although the premium per policy was INR 150, Nabard was subsidising the policies with a 'buy one get one free' offer. This makes the equivalent price per policy INR 75, and also explains the high number of policies purchased. 
Appendix

OLS OLS OLS
Notes: Regressions include balanced sample of 989 households. All specifications include year dummies, dummies for villages that entered the eperiment in different years, and the complete set of same-year marketing variables as additional controls. The OLS specifications also include the first lag of marketing variables as controls. In the IV Specifications, "Payout Recevied Previous Year" and "Number of Insurance Policies Bought Previous Year" are instrumented with the full set of marketing variables lagged one year, and the marketing variables interacted with village insurance payouts. Errors clustered at village level. Columns 7 and 8 correspond to Columns 1 and 2 of Table 2 in the main text. Cole et al. (2013) . Since this paper is part of a larger project on rainfall insurance, some explanatory material and much additional analysis of these experiments and the insurance impacts is reserved for future work.
Flyers: Some participants received flyers with information about insurance as part of their marketing visits. These flyers incorporated the following manipulations.
Negative vs Positive Language/Imagery: Positive flyers described insurance as "providing protection and security" with information showing the maximum payout that would have been received under the policy in the previous decade. Negative flyers described insurance as helping "to avoid catastrophe and negative information" and showed the average payout that would have been received over the past decade.
Positive vs Average Information:
Positive information flyers showed the maximum payout that would have been received under the policy in the previous decade. Average information flyers showed the average payout that would have been received over the past decade.
Drought versus Bounty:
Bounty flyers showed farmers standing in front of a bountiful harvest, while drought flyers showed farmers in fron of a drought-scorched field.
Subsidies:
In 2010, Nabard was subsidizing the policies with a 'buy one get one free' offer. Households were told that due to this offer, the expected payout would exceed the list price of Rs. 150.
Group vs Individual:
The group flyer emphasized the value of the policy for the purchaser's family, while the individual flyer emphasized the value for the individual.
Religion (Hindu, Muslimm, or Neutral): These flyers provided group identity cues. A photograph on the flyer depicted a farmer in front of a Hindu temple (Hindu Treatment), a mosque (Muslim Treatment), or a nondescript building. The farmer has a matching first name, which is characteristically Hindu, characteristically Muslim, or neither.
High-Yielding Varieties (HYV):
HYV flyers explained that rainfall insurance might complement adoption of HYV seed varieties which are sensitive to extreme weather.
Risk Exposure Worksheet:
In this treatment, households were told about the relationship between the size of landholding and amount of insurance coverage. The flyer included a worksheet section, where SEWA's insurance representative worked through simple calculations with the household, in order to recommend the number of units of insurance coverage to buy.
Videos: Some participants were shown videos with information about insurance as part of their marketing visits. These videos had the following manipulations.
SEWA Brand:
In the "Strong SEWA brand" treatment, videos emphasized that the product was marketed and endorsed by SEWA.
Peer/Authority Figure: In the peer treatment, a product endorsement was delivered by a local farmer, while in the authority treatment it was delivered by a teacher.
Payout ("2/10" vs "8/10"): In the "2/10" treatment, households were told "the product would have paid out in approximately 2 of the previous 10 years". In the "8/10" frame they were told that the product would not have paid out in approximately 8 of the previous 10 years.
Safety or Vulnerability:
The "Safety" treatment described the benefits of insurance in terms of it being something that will protect the household and ensure prosperity. The "Vulnerability" treatment warned the household of the difficulties it may face if it does not have insurance and a drought occurs.
Peer(s) Video:
In this treatment, households were shown interviews of farmers in the study who purchased weather insurance in previous years and were happy with the product.
Fixed Price Discounts:
Here, households were randomly assigned fixed price discount(s) of either Rs. 5, 15, 30, 60 or 90 on purchase of an insurance policy. These were delivered through a coupon or scratch card.
Discounts for Higher Coverage:
This treatment offered discounts for purchasing multiple policies. The discounts were: buy 2 get one free, buy 3 get one free, or buy one get the second 50% off.
Willingness to Pay / BDM:
We used an incentive-compatible Becker-DeGroot-Marschak mechanism to measure respondents' willingness to pay (WTP) for insurance policies. Households were randomly assigned to report their maximum WTP for one policy or for a bundle of four policies. Once this "bid" is recorded, the BDM offer price is revealed. If the offer price turns out to be less than the respondent's bid, the respondent is expected to purchase the policy at the revealed offer price. If the offer turns out to be more than the bid, the respondent doesn't get a chance to purchase the policy at the offer price. Purchases at full price were permitted at any time. In 2010, some households were randomly assigned BDM incentive-compatible elicitation with premium payment due in November (i.e., the insurance premium could be borrowed). Aggregate rainfall during the cover phases in mm. If rainfall on a day is < 2 mm it is not counted in the aggregate rainfall If rainfall on a day is > 60 mm it is not counted in the aggregate rainfall Above condition applicable only for deficit rainfall cover and not for excess rainfall cover
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